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A TIME FOR HARD WORK 
AND AGGRESSIVENESS 
These are times when events of 

the moment are sometimes so con- 

fusing that there is comfort in taking 
refuge in the old-fashioned ideas 
and philosophy of the past which 
have proved their wisdom time and 
time again. Probably it was this 
thought which appealed to Dean 

Hill of Buffalo, former MBA presi- 

dent, when he read the report of 

Levi P. Smith, president, Burlington 

Savings Bank, Buffalo. One section 

particularly appealed to him: 

“An old institution may wisely 
make an extraordinary effort to keep 
young, supple and expansive, just 
as an old institution can attempt 
innovations more safely because it 
has a greater store of experience to 
draw on. The Burlington Savings 
Bank is determined to keep its poli- 
cies aggressive. It has observed that 
often in changing times the only 
true conservatism lies in keeping 
ahead of the procession. 

“In the face of a real estate mar- 
ket generally conceded to reflect 
some degree of inflation, instead of 
letting itself be paralyzed by an ex- 
cess of caution, the old Bank has 
exerted itself the more greatly; first, 
to enforce provisions for periodic 
repayment so that mortgages would 
be paid down as fast as real estate 
values were likely to decline; second, 
to attract more loans that it might 
have more to choose from; and 
third, to follow up and give closest 
attention to loans already on its 
books. 

“It is a principle of good banking 
that loans should never be unavail- 
able to deserving borrowers. Thus, in 
the face of extremely unsettled real 
estate conditions when many insti- 
tutions were being advised to ‘sit 
tight’ the Burlington Savings Bank 
has had one of its busiest and most 
active periods.” 
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MONEY IS AVAILABLE FOR THE ECONOMY 
HOUSE BUT IT MUST BE A GOOD HOUSE 


By OLIVER M. WALKER 


HIS country needs a good $7,500 house 
and needs it badly. The market for 
larger homes and high priced apartments 
is fast reaching a point of saturation. The 
cream is off the high priced market. It is 
now time to turn all of our energy, efforts 
and planning to the lower priced field. I 
am confident that the industry can produce 
a small but sound home which will be de- 
signed so that it can be later expanded, at 
a sales price of $7,500. This must be done 
by efficiency, skill and good planning. 
Builders can eliminate some of the unneces- 
sary equipment or features which may be 
added later, but they must not eliminate 
the factor of basic construction soundness, 
location or the necessary community facili- 
ties. This is the builder’s job and I think 
he will succeed. 
When the industry is successful in this 
new program, it will eliminate the need for 
public housing. Private houses and apart- 


ments will then be available for all groups 
at reasonable prices. This program is our 
opportunity to convert Mr. Average-Citizen 
from a public houser to a home owner. 

Now what about the financing of this 
program? I believe there are ample funds 
available for both construction and perma- 
nent loans for this economy house, but be- 
fore we try to prove that statement we must 
first examine the conditions which are im- 
portant, both to the public who will be the 
purchasers of this house, and the lenders 
who will provide, in most cases, 65 per cent 
to 95 per cent of the total cost. 


>> First, the construction may be plain, 
but it must be sound so that the property 
will survive a generation of use with only 
reasonable maintenance and repair. 

»> Second, the location must be acceptable 


to the prudent standards of appraisal and 
must have the necessary municipal facilities 





Right now the Economy House is upper- 
most in the minds of mortgage lenders and 
investors, realtors and builders. 
Will the financing be able for it? 
Mr. Walker says that it will and 
details here the sources from 
which the credit may be ex- 
pected. He states what we all 
know—that the success of the pro- 
gram is vital to the future of our 
building but he also points out 
that this Economy House must 
have certain basic essentials if it is 
going to be financed—essentials 





Oliver M. Walker 


such as plain construction and good loca- 
tion, Lenders will be most emphatic on 
location. 

And he has a word of caution 
too for the builders. They 
musn’t be too interest conscious, 
a suggestion they also heard at 
their recent national convention. 
Money is a commodity like 
lumber and labor and builders 
must be willing to pay the current 
rate, Mr. Walker says. Mr. Walker 
is president of Walker & Dunlop, 
Inc., Washington, D. C. 








demanded by the average American family. 


>> Third, the credit of the builder for con- 
struction loans and the purchaser for per- 
manent loans must qualify by customary 
standards. 

To prove that mortgage money is avail- 
able, let’s take a look at the sources. We’re 
all familiar with the many changes which 
have occurred to cause a temporary short- 
age of mortgage funds in the past year. The 
principal reason resulted from the tremen- 
dous demands for mortgage funds to finance 
the construction of new buildings and the 
inflation of values on both old and new 
buildings. In 1941 it required $5,600,000 
to finance 1,000 typical $6,000 houses; to- 
day it will require over $10,000,000 for the 
same 1,000 houses. 

The total mortgage debt has increased 
from $31,000,000,000 in 1945 to $52,000,- 
000,000 at the end of 1948, or approxi- 
mately 70 per cent. Total savings of the 
American public during this period only 
increased about 25 per cent. Therefore, 
some sources, primarily those who were 
most active, have reached their capacity or 
limit for new loans. There are other sources 
with ample funds who are anxious to in- 
vest in mortgages at current rates. 

Now, let’s examine the individual sources 
of mortgage money and the present status 
official but ap- 


of each. The figures are 


proximate : 


>> COMMERCIAL BANKS: The largest 
reservoir of money is the commercial banks. 
They have $150,000,000,000 of assets with 
$10,000,000,000 invested in mortgage loans. 
he percentage may seem low, but banks 
of course are restricted to 60 per cent of 
their time or saving deposits. The banks 
have done a splendid job in financing the 
housing industry and especially in financ- 
ing veteran They 
reached a prudent limit for this type of 
loan and must confine current mortgage 
loans to either the re-investment of prepay- 
ments or to trust funds under their control. 
However, banks are still granting 
short-term loans to builders, material and 
supply dealers, mortgage bankers and short- 


purchases. have now 


most 


term construction loans based on commit- 
ments for the permanent loans. 


2 


>> LIFE COMPANIES: The life com- 
panies are the second largest reservoir. 
Their total assets are over $60,000,000,000 
with a total investment of $10,000,000,000 
in mortgages, which is only 18 per cent of 
assets. They have no legal restrictions on 
their investment in mortgage loans, except 
prudent management considers 50 per cent 
of assets as the maximum limit. This makes 
an additional $20,000,000,000 available for 
mortgage investments. 

In the past their mortgage investments 
have equalled 40 per cent of assets. The 
increase in current interest rates to 4/2 per 
cent has already brought many requests 
from insurance companies for more loans 
from their correspondents. Since the life 
companies make long-term insurance con- 
tracts based on guaranteed yield or return, 
they cannot lower the rates paid to their 
policyholders as banks and savings and loan 
associations did on their deposit accounts. 
For this reason, insurance companies did 
not invest heavily in mortgages yielding less 
than 4% per cent. A lower yield of course 
would cause an increase of insurance rates 
by reducing the dividends on policies which 
have been paid for years. This source is 
anxious, able and willing to finance econ- 
omy houses on a sound basis. 


>> MUTUAL SAVINGS BANKS: The 
third reservoir is the mutual savings banks. 
with total assets of $20,000,000,000 and 
$6,000,000,000 invested in mortgages. Con- 
centrated in New York, Massachusetts, 
Connecticut and Pennsylvania, about $16,- 
000,000,000 of their assets are restricted to 
mortgage loan investments either in these 
or adjacent states. Both New York and 
Massachusetts have pending legislation per- 
mitting those banks which are located in 
these states to purchase FHA and GI loans 
in other states. This law is expected to be 
approved during the next sixty days, thereby 
opening up a large and new source of 
mortgage money. 


>? BUILDING AND LOANS: The fourth 
reservoir of mortgage money is the building 
and loans. They have $12,000,000,000 in 
assets and have invested $8,500,000,000 in 
mortgages. To date, they have accom- 
plished the best job in financing the hous- 
ing program and will continue to do so; 
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but we cannot expect them to invest more 
than 80 per cent of their assets in mort- 
gages. New investments must be restricted 
either to new deposits or repayment of pres- 
ent loans. 

Summarizing the current financial and 
mortgage loan market, we find that: 


>> GOVERNMENTS: The government 
bond market is now stabilized with the fed- 
eral reserve selling bonds instead of support- 
ing the pegged price by buying. 


>> CORPORATES: The rates on high 
grade corporate bond issues have stabilized 
at 3 per cent to 3% per cent. The general 
bond market shows high selectivity with 
respect to the credit standing of both the 
industry and the corporate maker. 
>> MORTGAGES: The mortgage rate 
seems to be stabilized at 4% per cent to 
) per cent, but it also reflects a high selec- 
tivity as to the credit of the mortgagor, 
the location of the property and the ap- 
praisal of the property. 


>> SHORT TERM CREDIT: There is 
ample short-term credit available from com- 
mercial banks to finance mortgage bankers, 
builders or supply dealers having a sound 


structure and a_ successful past 


capital 
record. 

Therefore, the trend is definitely towards 
an easing of mortgage credit. Many large 
insurance companies and some out-of-town 
banks are planning on increasing their vol- 
ume of mortgage investments during 1949. 
This is occurring at a time when the total 
mortgages recorded are decreasing, which 
is caused both by a decrease in new con- 
struction and by a decrease in the price 
and sale of properties. With the decrease 
in mortgage recordings, the repayment of 
the present mortgage debt, which amounts 
to $2,000,000,000 per year, will seek re- 
investment in mortgages. 

In seeking mortgage credit, builders must 
not be too interest conscious. They must 
be willing to pay the current rate because 
money is a commodity the same as lumber, 
brick and labor. They did not hesitate to 
pay premiums to secure materials or labor 
when they were scarce. The premium on 
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money is not as great as most people 
imagine. It will only cost a builder an 
average of $25 per year or $500 spread over 
20 years for the use of $10,000 at 4¥ per 
cent instead of 4 per cent. 

I feel confident that the economy house 
can be developed and that builders will be 
able to sell it to home buyers with the 
necessary cash payment and ability to pay 
the mortgage installments. There will be 
plenty of banks, building and loans and in- 
surance companies willing to finance them. 


* 


OFF TO A GOOD START 


If the Economy House doesn’t emerge 
from the planning and promotional stage 
into real construction, it won’t be because 
of the effort of all segments in the building 
and financing industries. The program has 
received an excellent send-off all over the 
country; and we’ve been gratified to read 
the reports from coast to coast of the part 
being played by mortgage lenders. During 
the first week we noted these active in the 
drive: 

Milton T. MacDonald, president, New 
Jersey MBA; Brown Whatley, Jacksonville, 
MBA regional vice president; D. M. Leish- 
man, Los Angeles, Southern California 
MBA; R. R. Otis, Omaha, of the Nebraska 
MBA; Robert MacMurray, Portland, MBA 
regional vice president; Ed Johnson, presi- 
dent, Atlanta MBA; James E. Klaver of 
the San Antonio group; J. C. Hestwood, 
president, Houston MBA, and the Utah 
MBA members. 

Earl Linn, MBA regional vice president, 
told the Des Moines meeting that private 
home-building concerns must provide 
cheaper housing or face the entrance of 
public housing. He said “the need for new 
homes selling in the neighborhood of $6,000 
and less must be met.” 

At the Chicago Economy House meeting, 
MBA members heard the FHA district 
director announce that FHA hereafter will 
permit financing of new homes on a cur- 
rent cost basis. For loan guarantee pur- 
poses, estimated value hereafter will be 
identical with present replacement cost, he 
stated. 








A CENTRAL MORTGAGE BANK ISN'T NEEDED 


*% Not wise to create artificial stimulus 
in mortgage lending when the investment 
demand does not exist, says this banker 


By J. R. JONES 


| oe many years, there have been dis- 
cussions of the merits and demerits of 
the creation by private enterprise of some 
type of fiscal agency, the purpose of which 
would be to buy and sell real estate loans. 
These discussions have approached the sub- 
ject from many different angles, but in the 
last centered mostly 
around the possibility of the creation of a 
central mortgage bank. 


year or two have 


Much has been said and written of the 
merits of such a proposal, primarily on the 
basis of creating greater liquidity for mort- 
gage lenders. It has been argued that such 
an agency would permit lenders to continue 
at a high rate of activity, either for the pur- 
pose of disposing of their loans to such an 
agency immediately, or for the purpose of 
selling them at a later time. 

It has been suggested that the creation of 
a National Mortgage Association under 
Title III of the National Housing Act 
might be the most feasible means of estab- 
lishing this agency. Such an Association 


would require a minimum capital of $2,- 
000,000, one-quarter of which must be paid 
in immediately. This Association could 
issue debentures in an amount not to ex- 
ceed twenty times the capital and surplus, 
but in no event to exceed the amount of 
mortgages held plus the cash and govern- 
ment bonds owned. 


>> CAPITAL REQUIRED: The amount 
of mortgage loans made throughout the 
United States during the past few years 
would indicate the need for a very substan- 
tial reservoir of funds in any agency set up 
to purchase all real estate loans offered. The 
minimum capital fund of $2,000,000 would 
have little effect in providing such a sec- 
ondary market. In order to issue deben- 
tures in sufficient amount to provide the 
funds necessary for such an operation, it 
is evident that the capital of the bank 
would necessarily have to be substantially 
larger than the minimum prescribed. 

This immediately raises the question of 





Earlier this year we asked Wallace True 
to write an article for the February issue 
on the idea of setting up a central 
mortgage bank, a subject which 
be and others have been dis- 
cussing in recent months. He did 
and it has caused considerable 
comment among lenders and in- 
vestors. Some like the idea; some 
are against it. The scheme is now 
getting quite a bit of attention 
from builders. 

We asked Mr. Jones to give us 
his views. His article can’t be de- 


4 





J. R. Jones 


scribed as an “answer”; it’s merely bis 
reasons why he believes it would not be 
wise to set up any such type of 
institution at this time. He cites 
the great difficulties which would 
likely be encountered in getting 
such a project going. In addition, 
be points out what he thinks are 
the errors in reasoning bebind 
such an undertaking. 

Mr. Jones is vice president of 
the Security-First National Bank 
of Los Angeles and has been iden- 
tified with MBA’s bank section. 
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how such capital could be provided. Banks, 
generally, would not be permitted to pur- 
chase such stock. It is questionable if many 
life insurance companies would or could 
purchase such stock under the laws of the 
state in which they are domiciled. Thus, 
capital contributions would be restricted to 
only certain types of financial institutions. 
There would also be the very important 
problem as to the contingent liability in 
connection with the issuance of debentures 
that might attach to the holders of the 
capital stock. 

But even more important than the physi- 
cal problems of creating an agency of suffi- 
cient size to accomplish the desired result, 
is the question of the philosophy involved 
in such an operation. There are two gen- 
eral types of lenders who would be pri- 
marily concerned. 


>> First, there are the primary lenders 
who make or buy loans for investment pur- 
poses only, which would include mainly the 
banks, life insurance companies, and other 
similar investors. 


>> Second, the other type is the mortgage 
loan correspondent, whose primary func- 
tion is to create loans for sale to the in- 
vestors. 

It has been argued by some that even 
primary investors should make loans be- 
yond the amount which they intend to re- 
tain in their own portfolio. It is claimed 
that by making and selling the excess loans, 
they are assisting builders in their opera- 
tions, creating housing to satisfy the de- 
mand, and in that manner assisting in the 
development of the community. There are 
others who feel that such a program by 
investment agencies is beyond the intended 
scope of their operation. They feel that the 
making of loans beyond their capacity to 
carry them is actually based upon social 
thinking and is an attempt to regulate the 
more normal reactions of an economy. They 
feel that such operations are most infla- 
tionary in their ultimate effect. 
>> INFLATIONARY: Certainly there is 
reason to believe that when lenders create 
loans solely for immediate resale, that they 
are less concerned with the economic sound- 
ness of the loans and the project involved, 
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than would be the case if the loans were 
made to be held in their own portfolios. 
An unlimited secondary market is an en- 
couragement to the making of imprudent 
loans in many instances. 

Investors are very concerned with the 
soundness of the real estate loans which 
they make or buy. Mortgage loan cor- 
respondents who must depend upon the 
continuation of their market in which to 
sell loans must have a similar concern for 
the soundness of the investments which they 
sell. When loans are made on that basis, 
and when funds are available, there has al- 
ways been a ready market for the disposi- 
tion of loans. Certainly that has been the 
experience in the past few years, and one 
has only to consider the premiums that 
have been paid for these loans to see that 
they have been considered an attractive 
investment. 

So long as such conditions continue, it 
does not seem that there would be a lack 
of investment funds to absorb all of the 
sound loans which could be made. How- 
ever, if conditions develop to a point that 
even sound loans are no longer desired by 
the normal purchasers, then it would seem 
most unwise to create an agency for the 
sole purpose of providing a dumping ground 
for loans made by those who are interested 
only in the fees collected in the initiation 
of a loan, and the servicing fees tobe 
gained after the sale. It would seem far 
better to let normal economic factors have 
free play and create loans only when there 
is a definite demand for them by investors. 


>> MORE REGULATION: When 
beyond this point in an attempt to create 
a system whereby loans could be made 
when there is no normal demand for them, 
we are establishing something very akin to 
the regulated economy which so many de- 
plore. No doubt, some conditions will arise 
wherein lenders will feel the need of funds 
already invested in real estate loans. We 
have now the Federal National Mortgage 
Association operating under RFC, which 
is authorized to purchase FHA and GI 
loans. This operation is similar to the re- 
discounting operations in the Federal Re- 
serve Bank and the Federal Home Loan 
Bank, in providing funds in emergencies. 


we go 
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In the past, this has always been considered 
a proper governmental operation. 
Some writers have pointed to the success a Binder for Your 


of central agencies in various foreign coun- 
tries. One must remember that most of the MBA BULLETINS 
foreign countries in which such operations 
have been conducted have been those of 
controlled economies. The United States is 
a land of free enterprise, and most of us 


a 


are striving to allow free play to economic 
law as a means of maintaining the sound- 
ness of our economy and our government. 
In line with this effort, it does not seem 
wise to create an artificial stimulus to mort- 
gage lending when the investment demand 


does not exist. 


The builders, in their search for “liq- 
uiditv” in the mortgage field, like the idea 
of a central bank—or at least they want 
something in the way of a much more com- 
prehensive secondary market—judging from 
what we heard at their annual convention. 
Howard J. Ludington of Rochester, N. Y., 
MBA member, is another who likes the 
idea and told the builders it would attract 
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idditional money which, augmented by a | 
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modest boost in interest rates, would pro- 


vide sufficient funds to build all the housing 

we need ® It has a strong steel hinge, heavy 
Another pro viewpoint is that of W. Guy leatherette binding, and is excep- | 

Fairbank, of Baltimore, who says tionally durable. It should hold all 
In the absence of a standardized system of _risk- these MBA publications for a period 

lassification a privately owned central mortgage bank | 

would obviously not be a complete answer to safety but of one and a half to two years. It | 

t seems to me that the added liquidity made available ° 

would justify the formation and operation of such an is easy to open and thus easy to 

institution I would like to be a part of it and I tender | y fj 

herewith my good wishes; willingness to work for the idea consult. Your firm name can be 

and money with which to give it life. I really believe in * . . 

the idea of a central mortgage bank and I commend the embossed in gold in lower right 

dea to other mortgage bankers hand corner at no extra charge. It | 
Harry J. Morchower, secretary = treas- will never become obsolete because | 

urer, Eastern Mortgage Company, Newark, you can always get others to match. 


has a somewhat different view. He writes: 


Mr. True’s article was enthusiastically received at this Price: $4.00 


office with one dampening effect To quote, one of the 
purposes of the proposed bank is ‘designed to prevent, if 
possible, through its form of organization further encroach- Clip off the coupon and mail today 
ment by the government in the mortgage business with your check 
Other quotations are: ‘Such powers, however, would be a aaa 


limited to its right to purchase from its stockholders, or to 
loan upon mortgages tendered to it, by its stockholders as 











security for loans And another By purchase at par NAME = 
or at a discount, mortgages offered to it by its stock- 
holders 

To our mind, the concept of a central bank should be FIRM NAME 


for the good of the public and its purpose to assure sound- 


ness of mortgage loaning on a long term basis A restric- CITY AND STATE — 
tion for the use of its facilities should be good management 

of the sources who subscribe to its use and not necessarily FIRM NAME WORDING FOR COVER 
stockholders. Among its framework should be representa- 

tives of business, education, government and labor. An 


institution founded on these simple principles would create — - 
an everlasting place for itself among the peoples of this 

great country and solve many problems whi h appear so 

complex today : 


6 The Mortgage Banker for April, 1949 





























CLINICS COVER COUNTRY 


LANS for MBA’s third big 1949 Clinic 

at the Biltmore Hotel in Los Angeles 
May 4 and 5 are rapidly taking shape and 
shortly members will receive an announce- 
ment of the program we will offer there. 
Local arrangements for the two-day meet- 
ing are in charge of R. D. Burrows of the 


Security-First National Bank of Los An- 
¢eles and the Southern California MBA. 
Among the speakers from our member- 


ship who will appear are Edgar N. Greene- 
baum, Chicago, Aubrey M. Costa, Dallas, 
W. Braxton Ross, Denver, Washington 
Counsel Samuel E. Neel, President Nielsen 
and Secretary Patterson. 


NEW YORK NEXT 


Members have just received our letter, 
program and hotel reservation card for the 
New York Clinic April 4 and 5 at the 
Commodore. If you haven’t returned the 
Advance 
banner at- 


card, do so immediately. 
registrations indicate 


tendance just as we had in Chicago. Among 


hotel 
another 


the speakers and topics are: 


and Washington 
Neel, on 


> President Nielsen 
Counsel Samuel E. 
conditions and capital developments. 


general 


> Raymond M. Foley, HHFA Adminis- 
trator, on the government’s housing pro- 


eTram. 


> Lawrence Clayton, member, Federal 
Reserve Board, Washington, D. C., on In- 
terest Rates. 

Oliver M. Walker, president, Walker & 


Dunlop, Inc., Washington, will serve as 
moderator. 
First afternoon session is a panel dis- 


cussion on The Real Estate Market for 
1949 with Robert H. Pease, Chicago, as 


moderator. You will hear: 


> W. Walter Williams, past president of 
MBA and chairman of the Committee for 
Economic Development on The General 
Business Outlook for 1949. 
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INSIDE MBA 


> Roland R. Randall, president, R. R. 

Randall & Company, Philadelphia, on The 

Industrial Real Estate Market for 1949. 
(Continued on page 10) 


* 


RADIO TICKETS 


When we go to New York, your press de- 
partment lines up radio broadcast tickets 
because MBA members seem to like them. 
We have been promised tickets for these 
shows, and we expect others. Address your 
requests to G. H. Knott, Mortgage Bankers 
Association of America, 111 West Washing- 
ton St., Chicago. First come, first served 
as long as they last. 





Sunday, April 3 
Electric Theatre with 
Helen Hayes—CBS ... 9:00- 9:30 PM 
It Pays to Be Ignorant 


Pte esbeatudee 10:30-11:00 PM 
Fred Allen (A fellow says 
he'll try to snag a few 

for us a Wiseman 7:30- 8:00 PM 


Album of Familiar Music. 9:30-10:00 PM 


Monday, April 4 


Fred Waring Show...... 10:00-10:30 AM 
Winner Take All—CBS.. 4:30- 4:45 PM 
Also Tues. 
Robert Q 
Also Tues. 
Herb Shriner-Ray Scott 
CBS (Also Tues.) 
Morey Amsterdam-TV 


CBS.. 4:45- 5:00 PM 


Lewis 


5:45- 6:00 PM 


Show—CBS ......... 9:00- 9:30 PM 
Bob Hawk Show—CBS. .10:30-11:00 PM 
Chesterfield Supper Club 

eee ee 11:00-11:15 PM 
Telephone Hour ( Jussi 
Bjoerling, Guest Artist) 
MS, ssivcnbeenra 9:00- 9:30 PM 
Also 11:55 Show) 
Tuesday, April 5 
Missus Goes A-Shoppin’ 

SI Sik 6h RE ee whi e 9:45-10:15 AM 
Missus Goes A-Shoppin’ 

 scctencaceannws 12:15-12:45 PM 


We the People—CBS..... 9:00-9:30 PM 
Morey Amsterdam Show 
ee 9:30-10:00 PM 
Hit the Jackpot—CBS. ..10:00-10:30 PM 


“Mr. Ace & Jane’”—CBS. 10:30-11:00 PM 
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No. 1—Panel group, first afternoon; Fritz B. 
Burns, Los Angeles; Robert H. Pease, moderator, 
and Edgar N. Greenebaum, clinic chairman, 
Chicago; Roland R. Randall, Philadelphia; and 
M. Joseph Meehan, Washington, D. C. 

No. 2—R. O. Deming, Jr., Oswego, Kan., 
MBA vice president, and Kenneth J. Morford, 
Seattle, MBA board member. 

No. 3—Paul H. Schubmehl, Rochester; John 
F. Gertis, Buffalo; J. D. Ansley, San Antonio; 
and J. W. Jones, Dallas. 

No. 4—Fred J. Freiner, St. Louis; George H. 
Patterson, MBA secretary and treasurer; and 
James L. Lucas, Little Rock. 
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CAMERA at the 
CHICAGO CLINIC 


FEBRUARY, 1949 


All captions read left to right 
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5—William F. Butler, Jr., Rochester, 

and Howard J. Ludington, Rochester, 

; F. J. Zuzak, Shreveport, La.; James T. 
Barnes, Detroit. 

No. 6—K. P. Wood, Jr., Los Angeles; E. L. 
Carlson, Philadelphia; and Joseph E. Doan, Jr., 
Philadelphia. 

No. 7—Von Borries, New York; Frank N. 
Ferguson, Milwaukee; W. G. Wallace, Minne- 
apolis; Hugo Porth, Milwaukee. 

No. 8—Allyn R. Cline, Houston; F, A. Dun- 
kak, Bronxville, N. Y.; James M. East, Little Rock. 

No. 9-—Jack H. Brown, Greensboro, N. C.; 





Lawrence Pfefferkorn, Winston-Salem, N. C.; and 
Robert H. Bolton, Alexandria, La. 

No. 10—In this balcony group: John W. 
Baird and Warner G. Baird, Chicago; Joe Jack 
Merriman, Kansas City, Mo.; H. R. Baarson, 
Chicago; and, looking over the balcony, Al 
Chase, real estate editor, Chicago Tribune. 

No. 11—H. C. Little, Kansas City; Fred W. 
Studier, Waverly, Ia.; John W. Coughlin, Sioux 
Falls; and H. Duff Vilm, Indianapolis. 

No. 12—Paul J. Vollmar, Jr., Albuquerque, 
N. Mex.; Paul J. Vollmar, Cincinnati; D. T. 
Kimbrough, Memphis; Robert F. Evans, Chatta- 
nooga; and Norman H. Nelson, St. Paul. 
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> Edward Carr, former president of the 
National Association of Home Builders, 
Washington, D. C., on The Market for 
Homes and Apartments. 

Monday evening will be on G. I. fore- 
closure proceedings and RFC _ reporting 
procedure. Speakers are: 

? Phillip Brownstein, assistant chief, 
Loan Service and Claim Division, Veterans 
Administration, Washington, D. C. 


> Allen E. Freeze, RFC, Washington. 

Tuesday will be devoted to How to In- 
crease Your Profits in 1949. The moderator 
will be announced in the final program. 


Panel members include: 


> Robert C. Nordblom, president, Nord- 
blom Company, Boston, on Profits Through 


Forming Syndicates. 


>? Nathaniel Dyke, Jr., president, The 
Guardian Company, Little Rock, on Profits 
Through the Sale of Life Insurance. 

? Joseph C. Hudson, Main & Company, 
Philadelphia, on Efficiency of Operations. 
> Holman D. Pettibone, president, Chi- 
cago Title & Trust Company, on Urban 
Redevelopment and the Mortgage Banker. 
> Mark Levy, president, Mark Levy 
Realty Company, Chicago, on Institutional 
Purchase of Real Estate. 

> Warren R. Forster, executive vice 
president, Hamilton National Bank, Wash- 
ington, D. C., on Interim Financing. 


REPORT FROM CHICAGO 


More than five hundred were on hand 
when President Nielsen opened MBA’s first 
1949 Mortgage Clinic in Chicago. Designed 
primarily for the mid- 
dle section of the 
country, the registra- 
tion list showed mem- 
bers from 140 towns 
and cities in 35 states, 
the District of Colum- 
bia and Canada. 

Members heard a 
number of new things 

Ferd Kramer at the meeting—such 

as syndicate operations 
described by Robert C. Nordblom, how 
selling life insurance can be added by a 
mortgagee as told by W. Braxton Ross, 
how the famous Illinois plan of slum clear- 
ance will work by Holman D. Pettibone, 
the purchase of real estate by institutions 
by Mark Levy, and how you can stream- 
line your mortgage operations to get real 
efficiency by Joseph Hudson. The latter 
speaker, incidentally, declared that only an 
insignificant handful of mortgage men know 
their costs and until they do they are miss- 





ing profit opportunities. 

Ferd Kramer, president, Draper & 
Kramer, Inc., Chicago, as chairman of the 
committee arranging the meeting, was given 
a round of applause for his success in or- 


ganizing the meeting. 





MEET THE NEW MEMBERS 











MBA welcomes these new members to 
the Association: 


{LABAMA, Birmingham: Southern Life & Health In- 
surance Co Company maintains branch offices in Ala- 
bama, Florida, Louisiana, Mississippi, and Texas. City 
loans exclusively 

{RKANSAS, Osceola: The Graves Co. Organized 1945 
About 60 per cent farm and 40 per cent city loans. Has 
property management insurance, ane real estate sales 
departments 

COLORADO, Denver Dunton Mortgage Company 
Organized 1944 Exclusively city loans in Denver anc 
suburban areas. Operates property management, insurance, 
and real estate sales departments 

ILLINOIS, Rockford: Orville L. Varland. Organized 
in 1933. City mortgages about 75 per cent and farm loans 
25 per cent. Correspondent for Lutheran Brotherhood of 
Minneapolis 

IOWA, Des Moines: Harlan J. Thoma An associate 
member and attorney 
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WASSACHUSETTS, Worcester: Worcester Five Cents 
Savings Bank. City mortgages exclusively. Organized in 
1854 

NEW YORK, New York: Title Guarantee & Trust Co 
Organized in 1883. Operates in New York City area, 

ew Jersey and Pennsylvania 


OKLAHOMA, Oklahoma City: Maxwell Mortgage 
Company. Organized in 1946. City loans exclusively in 
Oklahoma City and surrounding area. Represents John 
Hancock. 


OREGON, Portland: National Mortgage Co. Organized 
in 1924. City mortgages exclusively in Portland and sur- 
rounding area Represents Acacia Mutual. Securities 
Incorporated. Organized in 1947. City mortgages ex- 
clusively in Portland and surrounding area. 


PENNSYLVANIA, Pittsburgh: Freehold Real Estate 
Company Organized in 1903. Territory in Western 
Pennsylvania. Represents John Hancock. Operates prop- 
erty management, insurance, and real estate sales de- 
partments, and lays out and operates own real estate 
subdivisions. 


TEXAS, Austin: First-Austin Investment Corporation. 


City mortgages exclusively. Organized in 1947. Repre- 
sents Indianapolis Life, Austin Life, and Austin Mutual 


(Continued on page 16) 
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OPERATION PRE-FAB 


*% A wartime dream for postwar is moving 
along but not as fast as was anticipated; 
pre-fab isn’t yet a big building factor 


HAT is happening to the pre-fabs? 

Last the country 
building somewhere around a million new 
homes, the total of pre-fabricated units 
totaled not more than 30,000, according to 
best estimates. That’s probably not a bad 
showing for an infant industry, but it is 
small when compared to the optimistic esti- 
mates made for the industry during the 
war. Here was one of our great new post- 
industries, said the just 
about all of them. But today the pre-fab 
remains a small factor in home building 
and faces a future which, to say the least, 
One_ producer 


year when was 


war forecasters 


seems somewhat obscure. 
even thinks the industry has missed this 


building boom entirely and will have to 


wait for the next one. 
What seems to be the trouble in the 
pre-fab field? Why hasn’t it grown more 


Do home seekers like what they 
What has kept production 
Some of the answers seem to be: 


rapidly? 
are offered? 


small? 


>> LACK OF CAPITAL: That seems to 
have plagued most of them and practically 
all of those not affiliated with large, well- 
Gunnison 
Homes, of U. S. Steel). 


>> LACK OF MATERIALS: The 
fab manufacturers have been affected, like 
the other branches of the industry, by diffi- 
culty in securing certain materials, such as 
steel. 


>> PUBLIC INDIFFERENCE: It 
seems Clear that the public hasn’t taken to 
the pre-fab idea as enthusiastically as many 
thought it would. One manufacturer seems 
to think that indifference has even grown 
rather than diminished in the past two or 
three years. Confidence in a builder is an 
important but hard-to-measure factor in 
building a home. For generations people 
have started on home building programs 


established companies (such as 


which is a part 


pre- 


now 
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because they want to own a home and have 
confidence in a particular builder to give 
them what they want. It’s a factor that’s 
lacking in the pre-fab field because the 


business is new, unseasoned, still in the 
pioneering stage. 
>> NOT MUCH CHEAPER: The pre- 


fab people contend their product is com- 
petitive with what the builder is delivering 
today. That may be true; it’s not an easy 
question to answer. But whatever the an- 
swer, the pre-fab isn’t sensationally cheaper 
than the builder has to offer, if of 
course it’s cheaper at all. Price doesn’t 
seem to be a dominant factor in trying to 
appraise the today. A 
typical two-room Cincinnati pre-fab_ sells 
for around $7,000, not including land, and 
the three-bedroom model for around $8,000. 
The Lustron metal house will range in price 
from around $9,000 to $10,000 and up 


what 


pre-fab position 


less land, of course. 

There must have been between 200 and 
225 companies four years ago which could 
properly be called pre-fab manufacturers. 
There may not be as many as 50 today, 
no single one of which has made an out- 
standing record so far in production. The 
others have fallen by the wayside. They 
range all the way from a fantastic metal 
house that was going to be manufactured 
in Wichita and which looked like the dome 
of a capitol building, to the Green Ready- 
Built Houses in Rockford, Ill., an opera- 
tion which appeared to have considerable 
possibilities. The Green firm made the 
houses for a development in that city which 
A. H. Seise, MBA board member, described 
in an article in the April 1948 issue. Now, 
Green officials say they’re going out of 
business. 

How the field of pre-fabs has narrowed 
became sharply noticeable when the MBA 
national office, in reviewing its invitations 








to exhibit at the 1949 convention, was 
struck by the casualties in a period of three 
short years. On the list at that time were 
around 25 companies which seemed to have 
considerable promise for the future and 
which we believed might like to participate 
in our annual This year, probably 
less than a half dozen invitations will be 
issued, and whether even one will partici- 
pate is doubtful. The only pre-fab manu- 
facturer which ever participated was Wil- 
liam H. Harman Homes of Wilmington, 
Del., an exhibitor at our Cleveland meeting 
in 1947. The Company went into bank- 
ruptcy last year.* 


show. 


American Houses, Inc., and National 
Homes, Inc., two of the largest now in the 
field, sold about 4,000 houses last year be- 
tween them, and Gunnison Homes is re- 
ported to have produced and sold around 
1,000. MBA members will recall Gunnison’s 
appraisal of the industry at our Cincinnati 
convention in 1946. National Homes, Inc., 
is headed by James Price and is located in 
Lafayette, Ind. Mr. Price addressed mem- 
bers of the lowa MBA at a recent annual 
The Company has embarked 
upon what would appear to be an 
bitious program and is one of the two com- 
panies now doing a big job of national 
advertising directed to the consumer—the 
other being Lustron. 


convention. 
am- 


Lustron, with headquarters in Columbus 
the company which fought to get the 
big Dodge plant in Chicago but lost to 
the Tucker car—may become the biggest 
unit in the industry, although it has a long 
way to go before it becomes a big pro- 


ducer. The Lustron is an all-steel porcelain 
house. Based upon the personal observa- 
tions of this writer, quite a number of com- 


plimentary things are heard about it. But 
will the public accept it in volume—volume 


*Backed by the Rockefellers who lost some money in the 
venture—but not in a number of other venture-capital 
leals which they have financed. Rockefeller Brothers is 
me of about ten new-type venture capital companies in 
the | S. now seeking new things to finance. Members 
of the Whitney family own another. Another one, Amer- 
ican Research and Development Company, has for two 
of its directors the head of John Hancock and the presi- 
dent of the largest open-end investment trust, 9 ame 
chusetts Investors Trust. This is the only one where insti- 
tutional funds are involved These new-type companies 
are financing all sorts of things—from a tuna packing plant 
in American Samoa to jet-propelled airplanes. (For a re- 
port of this new development, see Barron’s of February 
4 If investment bankers, either through normal under- 
writing or on a “best efforts’’ basis, tried to market any 
venture capital equities today, they would about be candi- 


dates for a straight jacket The public isn’t interested 


12 


sufficient to enable Lustron to get into really 
important production? 

Carl Strandlund, Lustron president, 
thinks so and said: “We are a revolution. 
We have worked like beavers. And we have 
found that the public really has been look- 
ing for something along this line. Every 
day we get more houses out and get more 
acceptance from the public. We believe 
that our approach has a great chance to be 
the right answer to the housing problem.” 

Selling, merchandising and marketing 
problems also seem to have been big head- 
aches with many pre-fab manufacturers. 
Now many of them are following the route 
traveled by the automobile industry and 
other fields as well and are working through 
dealers. American, National, Gunnison and 
Pease are included in this group—the last 
named being Peaseway Homes, an affiliate 
of Pease Woodwork Co. in Cincinnati. The 
writer recalls hearing an address before the 
Cincinnati MBA back in 1946 by a Pease 
official outlining his hopes and expectations 
for the enterprise. Today Pease believes that 





PRE -FAB HOUSES 
Build them of plastic, chrome or aluminum, 
All that I ask is a little more room in ’em. 
STEPHEN SCHLITZER in the 
Saturday Evening Post 





it will take years to break down some of 
the local obstructions which block the pre- 
fab development. 

And blocking of the pre-fabs at the local 
level has been a major problem. Antiquated 
codes have been the big trouble, but labor 
opposition has been strong and determined 
in many localities. Some producers give 
Chicago and New York a wide berth. Others 
have gone into court in some places to 
secure acceptance. And it’s all been ex- 
pensive and time-consuming, and it’s meant 
that the pre-fab field, instead of being an 
aggressive new element in the business, is 
still an infant struggling for a position in 
the home building set-up. 

But no one, we venture to say, would 
predict that the pre-fab is a flash in the 
pan. The development seems to be deep- 
rooted and established. It is probably a 
matter of developing slowly over a much 
longer period than was anticipated five 
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years ago. The key to the pre-fab is, of 
course, the public—do people like them or 
don’t they? Do they have confidence in 
them? And it’s a fact that a great number 
of people who have bought pre-fabs like 
them and would do the same thing over 
again. 

But we recall a statement by Wallace 
True in the January, 1949, issue of The 
Mortgage Banker to the effect that there’s 
really been no revolution in home building, 
design, architecture, heating plans, etc. His 
idea is that, for the next decade or so, we 
will probably be living in just about the 
same type of house and apartment we are 
now and that changes in home building 
come slowly. The experience of the pre-fabs 
these past few years seems to confirm that 
viewpoint to a considerable extent. 


But the pre-fab idea has been implanted 
deeply in many minds in many places— 
one of them being the mind of Walter 
Reuther of the CIO Auto Workers Union 
who would like to see our surplus aircraft 
plants converted to the manufacture of 
20,000,000 pre-fab houses. He’d make and 
sell two-room pre-fabs for $6,000 or less. 
The financing? Reuther has in mind bor- 
rowing from the social security fund. Pur- 
chasers would get a government loan for 
the down-payment and then pay off the 
balance like rent. 

But what Reuther didn’t know when he 
had the idea was that the social security 
funds he had in mind borrowing weren’t 
there to borrow. The UV. S. treasury got 
there first. It has borrowed the money to 
meet current government operating costs. 


THE BUILDER AND THE LENDER 


*% Your reporter looks in on the builders 
when they talk about mortgages and here’s 
the report, in more or less dramatic form 


ScENE: Ball Room, Hotel Stevens, Chicago. 

Occasion: Annual Convention, National 
Association of Home Builders’ Panel 
Discussion of Mortgage Finance Prob- 
lems. 

(Cast in order in which they speak) 

Tuomas P. Coocan, Moderator and Sec- 
retary, National Association of Home 
Builders. 

A. D. THeosa.p, Past Vice President, U.S. 
Savings and Loan League. 

JosepH Meyernuorr, Past President, Na- 
tional Association of Home Builders. 

Howarp J. Lupincton, Rochester, MBA 
Member. 

T. B. Kinc, A Loan Guaranty Director. 

FRANKLIN D. RicHarps, FHA Commis- 
stoner. 

RayMOND M. Fotey, HHFA Administrator. 

]. R. Ripeway, Investors Syndicate, Minne- 
apolis. 


ALLEN TyLerR, FNMA. 
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Coocan: This discussion should 
with the availability of mortgage money— 
we know the money is in the country but 
it’s not flowing into building. Why? Why 
aren’t we getting mortgage money? 

THEOBALD: I disagree. You got $11,000,- 
000,000 last year. I think you'll get just 
about the same this year. It won’t be at 
4 per cent—and not much will be at 442 
per cent. Face the facts: the cost of money 
is no longer stable. The savings and loan 
industry is rapidly moving to a 3 per cent 
capital rate, and if so, we can’t and won't 
lend at 4 per cent—and maybe not at 4% 
per cent. ... 


open 


Coocan: Now about VA _ financing— 
what’s happened exactly? One of the in- 
dustry’s big problems right now is the 501 
loan—203s okay, but it’s the 501 that has 
caused the trouble. If Fanny May would 
permit lenders to sell all their loans 
what about this? 








Meyvernuorr: There’s no market for 501s. 
VA figures don’t fully reflect the absence 
of a market. Something must be done to 
revitalize the VA market. If it isn’t done, 
it’s a dead duck. We builders have to sell 
monthly payments and down payments 
attractive payments. Why, even the new 
S-712 doesn’t go far enough! We must 
have more liberal financing. 

LupINGTON: There’s only one answer 
no use kidding ourselves. We must prevail 
on Gray and Gray must prevail on Snyder 
to boost the VA rate to 4% per cent 
the banks are just about out of the FHA 
and 501 markets. 

PANEL COMMENT: We must have the 
rate increase. We must do what Mr. Lud- 
ington suggests—induce Mr. Gray to realize 
that the whole VA is bogging 
down because of the rate. 

Kinc: Now, I think we should consider 
some related factors. Yes, the GI program 
has fallen off to around 20,000 
monthly from around 55,000 monthly. The 


program 


loans 


primary reason, gentlemen, is that veterans 
cannot buy in the price range in which 
you fellows are building. As for the balance 
of the reasons, attribute it to the rate and 
an inadequate secondary market. 

Is this true? Is 


CooGANn (to audience) : 


this the primary reason why? 


AuDIENCE: (loud and long) No! 
Coocan: Let’s have a show of hands 


a show of hands is always good. The ques- 
How I 
nancing trouble? How many? 
Practically all hands 
Kinc: All right, here are 
Che average loan in December showed a 
purchase price of from $9,100 to $9,500 
I have figures for other months but let’s 
take December 


tion: many of you are having fi- 


C0 up 


~ 


some figures: 


The average veteran can 


afford to buy something priced around 
$6,500. 

AupDIENCE: (Loud) No! No! 

Kinc: There are five million veterans 


who will be your market in the years ahead 
these veterans average less than $3,000 a 
year earnings. 
MEYERHOFF: 
the thing 
line, he can buy. 
remember how 


The monthly payment is 
if the monthly payment is in 

(Applause) We all 
people looked doubtfully 


14 


at the 80 per cent FHA, then more so 
at the 90 per cent—I see nothing wrong at 
all in the 95 per cent loan for 30 years. . . . 

RicuHarps: I won’t argue with Joe—I 
sort of feel as he does. But where to draw 
the line. 

Lupincton: Well, as far as the Economy 
House goes, you’re going to find that ample 
mortgage money will be available—yes, 
ample. But lenders are going to insist that 
they be well-built. And this particularly: 
lenders will insist on good locations. If 
location isn’t good, you won't get the fi- 
nancing. For the next few years the great- 
est activity will be in low-cost homes 
under $10,000, that is. Now, to tackle an- 
other angle, it’s reasonable to assume that 
we must find new sources of money. Banks 
are practically out of the market . but 
we can open up $20,000,000,000 of new 
money at the banks and the life insurance 
companies. 

Now, just recently the increase in rate 
to 4% per cent has brought more requests 
for loans. Now with the higher rate you’re 
going to have plenty of money for construc- 
tion loans and permanent financing. 

PANEL ComMENT: Now what about the 
restrictions—restriction by lenders, I mean? 
Some lenders have restrictions about lend- 
These 
Economy Houses, in many cases, won't be 
that. What about this, somebody? 

PaneL Comment: That will be worked 
out, that will work out all right. 


ing on less than 900 square feet. 


MEYERHOFF: Now let’s not leave the im- 
pression here today that builders want 
higher rates. I think the mortgage pattern 
must parallel that of government bonds. 
What we have got to have is liquidity—it’s 
the only way to keep mortgage rates down. 
Our rate must be realistic and we must 
have liquidity. Now we all remember, we 
all know how in times past, when a new 
type of loan came along, there has been 
opposition at first . . . liquidity is the thing 
to strive for. 

Coocan: Now to switch to another 
angle, regarding all this talk about the 
Economy House—seems at times that every- 
one expects the builder to do everything 
including the financing. Now, is it right to 
restrict Fanny May’s program. ? 
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Foey: In all instances of FHA liberal- 
ization, it was directed at the lower ranges 
of the market. The legislation now pend- 
ing has the same objectives. We seek to 
help the middle income groups. Opening 
up a 100 per cent secondary market would 
tend to defeat that purpose. . . . We are 
seeking a $9,000 to $10,000 top... . 

MeyeruorF: Aren’t we going back- 
back to repeat some of the mistakes of the 
war? There ought to be flexibility in the 
mortgage set-up. Why this rigidity—this 
tigidity that encompasses the high-cost areas 
like Chicago and the low-cost areas of 
the Southwest, for instance? Shouldn’t we 
give those in high-cost areas the benefit that 
those in low-cost areas get. ? 

Fotey: Well, you could proceed to area 
limitation—but all past experience says it is 
very difficult, almost impossible of admin- 


istration. 
Ricuarps: Mr. Foley says I had better 
say something nice right here . . . this 


differentiation would be extremely difficult 
why, every chamber of commerce, 
every group everywhere, would say they 
live in a high-cost area. I’ve heard the 
same identical suggestion many times 
about a sliding scale of interest rates—a 
different rate for low-cost and high-cost 
areas. Of course all your money would 
flow to the high-cost areas . . . I don’t be- 
lieve you have analyzed this as we have. 
We’ve spent days, months, in considering it. 
It’s impractical. Now you will find consid- 
erable liberalization in the pending law. . . 
Coocan: Now let’s get along to some- 
thing else. Let’s hear from Mr. Tyler .. . 
What about Fanny May, Mr. Tyler? 
TyLer: Well, we have a workable pro- 
gram as far as it goes. 
Are you selling any loans? 
TyLer: Well, now (Ha! Ha!) that 
problem is laying on must desk right now. 
Yes, in the past few we've had 
some inquiries—two or three from New 
York, one from Chicago and one from St. 
Louis. The New York inquiries were for 
301s—that will interest Mr. King—and the 
Chicago and St. Louis inquiries were for 
4Y% per cent FHAs. 
Question: What time does it take for 
an application—that is, between the sub- 


CooGAN: 


weeks 
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mission and the purchase? 

Tyter: Well, that is the field depart- 
ment’s department but my guess is that if 
everything is in order, ten days to two 
weeks—at the outside. 

Question: That sounds too liberal. 
We've had some there for five months— 
never heard a word. 

TyLer: What were they? 

ANSWER: 5OIs. 

(Laughter and applause ) 

Tyter (laughing): You're sure 
weren't bad loans. ? 

Ripcway: Fanny May has done a won- 
derful job. Two weeks is right and I’m 
speaking of a volume of $40,000,000. 

ComMMENT: Yes, five days in New York 
city—if the papers are right. Trouble is, 
sO many mortgagees don’t get the papers 
right. (Laughter) 

Coocan: Then can we conclude that if 
we get a 100 per cent secondary market 
it will go a long way to solve this? 

Lupincton: If you do, brother, you will 
have funds, plenty of funds. 
Builders don’t 


they 


MEYERHOFF: want the 








For Only $1.50 


you can secure the complete 
text of all lectures given at 


MBA-NYU Senior Executives Course 
New York University, January, 1949 
The book is now on the press and is 
being offered only to MBA members. 
Any mortgage man will find it of the 
greatest value in appraising and evalu- 
ating the basic economic developments 
going on about him developments 
which he must understand to operate 
his own business. Here is a book you 
should get and read right 
Send your order to 


through, 








cover-to-cover. 


STEWART SHEPPARD 


Administrative Assistant 
Graduate School of Business Administration 
New York University 


90 Trinity Place @ New York City 
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government to take over the mortgage busi- 
ness but the mortgage business badly needs 
discount facilities—not discount facilities to 
dump all their loans on the government 
but to get liquidity remember, Fanny 
May never cost the taxpayers a cent. 
Coocan: With that kind of Fanny May, 


Mr. Theobald would have to take 4% per 
cent. 

['ueopatp: About 25 per cent of our 
volume is in GI at 4 per cent; the rest 


at—at the most we can get! 

[yLer: Now no one sells to Fanny May 
if they can get another market. You might 
say that we “buy all the cats and dogs.” 
Well, if that’s true we’ve done pretty well 
in disposing of them. 

THEOBALD: Now I want to say a word 
here for the banks. Why—since they’re our 
principal competitors? Seriously, though, 
this discussion of the banks being out of 
the the funds they have to 
put into real estate loans—please remember 
that the banks are constantly skirmishing 
with the bank supervisors who want them 


market and 


to cut down on real estate loans, say they’re 
inflationary and that the banks 
many of them. Well, it’s a case of one 
arm of the government hitting you and 
another arm caressing you. 

Coocan: Well, I’m afraid that’s all we'll 
have time for now stay right where 
you are for the dramatization, an inspiring 
dramatic program with 50 voices on “The 


Last Best Hope.” 


have too 





1949 MBA EVENTS 


April 4-5, New York, Second 1949 
Clinic, Hotel Commodore. 

April 14-15, Houston, annual conven- 
tion, Texas MBA, Shamrock Hotel. 

May 5-6, Los Angeles, Third 1949 
Mortgage Clinic, Biltmore Hotel. 

May 20, Chicago, Spring Meeting, 
Board of Governors, Drake Hotel. 

June 20-25, Chicago, MBA-North- 
western University Mortgage Bank- 
ing Seminar. 

September 19, 20 and 21, Chicago, 
36th Annual MBA Convention, 
Palmer House. 











>> BUILDERS POLICY: America will 
get more lower priced new homes in 1949, 
but only a depression will bring a drastic 
cut in building costs, Rodney M. Lockwood, 
New Home Builders president, said. 

“We propose a sound, safe, livable home 
for every family within its means to buy or 
rent. 

“An appreciable decline in building costs 
is not to be expected. 

“Veterans have been victimized by the 
insistence of government agencies on keep- 
ing interest rates on GI home mortgages 
at four per cent. This policy resulted in a 
lot of shopping for four per cent money.” 

He assailed high taxes, which he said 
comprise 20 to 35 per cent of cost of owner- 
ship in most cities. 

He urged a prompt re-examination of the 
tax situation and a reduction in property 
taxes. 

MEET THE NEW MEMBERS 
(Continued from page 10) 

Life. Corpus Christi: Sessions Mortgage Company. City 
mortgages exclusively. Represents Southland Life and The 
Praetorians. Dallas: Southland Life Insurance Company. 
Organized in 1906. Maintains branches in various Texas 
cities Interested in farm and city loans in Texas. 
Mercedes: A. J. Keith, Mortgage Loans. Organized in 
1940. Business split 50 per cent city and 50 per cent farm 
mortgages. Member of Texas MBA. 

WASHINGTON, Seattle: Northwest General Mortgage 


Company (Division of Northwest Acceptance Corp.) 
most entirely city loans. 





LOUIS K. BOYSEN 











>> DEATHS: With sorrow we record the 
death of: 

LOUIS K. BOYSEN, of Chicago, in 
Tryon, N. C., where he had lived since 
retiring a year ago. He was 71. For 13 
years he was vice president and manager 
of the real estate loan department of the 
First National Bank of Chicago. He later 
operated his own mortgage banking firm 
and in recent years was midwest adminis- 
trator of surplus property for the RFC. He 
was a member of the MBA board in its 
earliest days when membership primarily 
consisted of farm mortgage lenders. He was 
one of three honorary MBA life members, 
the other two being R. S. Beachy, Kansas 
City, and O. M. Corwin, Minneapolis. He 
was a former president of Chicago MBA. 
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OTHER MBAs 











Paul Bauer, The Towle Company, was 
elected president of the Minneapolis MBA 
to succeed Donald Newhall at the asso- 
ciation’s annual meeting. Other new offi- 
cers named were: Anton G. Hanson, An- 
ton G. Hanson Co., vice president; Reuben 
Scott, Northwestern National Life Insur- 
ance Co., treasurer, and Ray Cleveland, 
Twin City Federal Savings and Loan Co., 
secretary. 

President Nielsen addressed the associa- 
tion and told members that he “couldn’t see 
that construction costs are coming down.” 
He declared that “90 per cent of home 
building costs are labor costs in the final 
analysis. Labor costs are not going down.” 

A possible decrease in construction costs 
could come from an increase in the pro- 
ductivity of labor, however, he said. 





Left to right: Donald Newhall, President Nielsen 
and Secretary George H. Patterson at the Minne- 
apolis Meeting. (Minneapolis Star Tribune photo) 

Nielsen urged that we unite in finding 
ways to cut costs of housing. “Don’t try 
tc cut costs $1,000 at a time, look for $50 
and $100 savings.” 

Nielsen deplored a growing feeling that 
“everyone is entitled to the vested right of 
something for nothing.” 


“We must quit running to Washington 
for everything,” he said. “We give up 
something of our freedom every time we 
ask for guaranteed loans, public housing, 
slum clearance,” he added. 

Other association developments: 


>> OKLAHOMA: Jack Vesper, vice presi- 
dent, Adams & Leonard, Tulsa, is the new 
president of Oklahoma MBA. F. M. Petree, 
Oklahoma City, was elected vice president 
and Raymond McLain, Jr., Oklahoma City, 
was reelected secretary. Powell Stamper, 
Nashville, was the principal speaker at the 
Tulsa meeting. 

>> AUSTIN: The Austin MBA is behind 
a plan for civic sponsorship of a housing 
program in the city to enable Negroes to 
purchase and own their own homes. 


>> DETROIT: William J. Guinan, execu- 
tive director, Builders Association of Greater 
Detroit, addressed Detroit MBA members 
on the trend of costs and potential volume 
of building for the next two years. 


>> HOUSTON: Members of Houston 
MBA, at their recent meeting, heard Dr. 
William C. Ford, psychologist, discuss per- 
sonnel problems of industry and business 
from the psychological angle. 


>> HONORED: Norman H. Nelson, vice- 
president, The Minnesota Mutual Life, has 
been elected president of the St. Paul area 
council, Boy Scouts of America, comprising 
ten counties in Minnesota and Wisconsin. 
>> ANNIVERSARY: In May, the 25th 
for Board Member Aubrey Costa’s com- 
pany, Southern Trust & Mortgage Co., 
Dallas. 
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MORTGAGE MAN WANTED 

Mortgage man wanted by young aggressive Western mort- 
gage company to call on prospects that have given them 
loans for several years. Commission with drawing account. 
Address Box 177, Mortgage Bankers Association of America, 
111 W. Washington St., Chicago 2. 

SEEKS CAREER IN MORTGAGE FIELD 

Senior at Michigan State College graduating June 5, 
1949. Major in real estate and economics. Married, daugh- 
ter 2 years old, age 23 and in good health. Interested in 
,»0sition with life company, bank or mortgage house. Write 
Box 178, Mortgage Bankers Association of America, 111 
W. Washington St., Chicago 2. 





AND 


NOW 7 
TO THE WEST COAST 


* TO LOS ANGELES AT THE 
*& BILTMORE FOR MBA’: 


MAY 5-6,1949 CLINIC 


More than 500 attended MBA's first 1949 Mortgage Clinic in Chicago 
in February and indications are for an equally large attendance at 
the second 1949 Clinic in New York, April 4 and 5. 


And this year something new has been added—a third Clinic, for the 
Pacific Coast and Mountain sections of the country. Thus, in 1949 
MBA covers the country with its Mortgage Clinics. 

The program and information concerning hotel accommodations will 
be in members’ hands shortly. Early reservations are suggested. Have 
you been planning a trip West or will business bring you out that way 
this year? This is an opportunity to combine the trip with our Los 
Angeles Clinic. 








